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Who is Lendio?

We are NOT…

Lender

Business Loan Marketplace 
for Lenders & SMBs

Lead Gen

75 Lenders

Market Comps:

52,000+ loans

$1,000,000,000



“the process…is complex at best, and bewildering at 
worst”1

20% of SMB’s report being “too discouraged to even 
apply”3

31% of small businesses borrow at least every three 
months.2

On average SMB’s spend 26 hours, work with 3 
lenders in the process.3

The Small Business Experience

1 HBS:  State of Small Business Lending - 2016
2 NFIB Small Business Economic Trends - April 2017
3 Federal Reserve Small Business Credit Survey - 2015



How It Works: Comparison Shop Multiple Loan Offers

ü Online soft credit pull
ü Online bank data sync
ü Online document 

upload
ü Machine-learning 

matching algorithm
ü Loan offer 

comparison

Over 2,500

Reviews



High-tech + High-touch:  Personal guidance from a Funding Manager 
throughout the process to help customers find the right loan.

Options Speed Trust



Unique Vantage Point in the Market1



Market Research Study



The Survey: Market Research on Behalf of 1 Lender

4 lenders – very similar products
Survey to referral partners 

Question: If the loan terms were equal for the 
borrower, which lender would you prefer to use.

Why?



Why did you choose Lender A? (sample of comments)

• They are fast. We understand their UW.
• Direct contact to someone that has decision making 

capability.
• Speed to close.
• They communicate the best. 
• Process is the same every time.
• Easier approval, quicker response, less stips.
• Super easy checkout.
• Easiest process. All UW completed upfront. 
• Process from approval to close – hands down so 

much smoother.
• Approved from the start. Hard offers (not soft offer, 

then collect docs only to get declined).
• Quick response time.
• Hard approvals – others change too much.
• Fear of having a deal killed at the finish line is 

removed.
• Never doubt that a funding will go through.
• UW is done on the front end, so offers are 100% 

solid when received.
• Better communication from our rep.

92%

6% 2% 0%

SURVEY RESULTS
Lender A Lender B Lender C Lender D



How do you NOT become Lender D (0%)?



Why do you choose that lender as the least preferred?
• Poor communication. UW is not clear.
• Too many stips before final approval.
• Offers change.
• No exceptions.
• Underwriting takes forever. 
• Communication is awful (takes forever to get an answer).
• Decline offers at the end of gathering stips / putting in the work.
• They are slow.
• Never know what is going on with the file.
• They have asked the borrower for everything except a blood sample… and then keep asking 

for more. J
• Hard to communicate with them. Takes a very long time to get things back.
• They request one set of stips. When you get those done, they will ask for more stips. After 

weeks of work, they will then deny.
• Poor communication.
• Process takes too long.
• No one point of contact.



How can you become Lender A (92%)?



Self-Assessment à Customer Trust & Conversion:

Speed to Fund
§ How long does it take to underwrite a 

file to get to a ‘hard’ offer?

§ Are you able to provide instant offers?

Communication
§ How often are you communicating with 

the applicant / referral partner?

§ Can you provide your customer with 

the ‘Domino’s Pizza App’ experience?

‘Sexy’ Cust. Experience
§ How much of your experience can be 

executed online or from mobile?

§ Can the customer ‘checkout’ online?

Flexibility & Choice
§ Are you able to offer your customer 

multiple loan products?

§ Can you provide multiple offers (varied 

rates/terms) from the same product?

1 2

3 4



Examples:
(No, none of these lenders were included in the survey)





ü Online 
connections to 
key data 
sources

ü Instant Offers

ü Flexible Line of 
Credit product



ü Multiple variations for 
each offer

ü Online Checkout

ü Several Loan 
Products



ü Ability to deposit 
funds instantly



ü Online agreement



ü Instant offers

ü Doc uploads

ü Online agreement & 
checkout



4 Keys to Building Customer Trust & Conversion

Speed to Fund
§ How long does it take to underwrite a 

file to get to a ‘hard’ offer?

§ Are you able to provide instant offers?

Communication
§ How often are you communicating with 

the applicant / referral partner?

§ Can you provide your customer with 

the ‘Domino’s Pizza App’ experience?

‘Sexy’ Cust. Experience
§ How much of your experience can be 

executed online or from mobile?

§ Can the customer ‘checkout’ online?

Flexibility & Choice
§ Are you able to offer your customer 

multiple loan products?

§ Can you provide multiple offers (varied 

rates/terms) from the same product?

1 2

3 4
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